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Selecting Foreign Markets



Selecting a Market
Peter Thornton

International Marketing

NCDA&CS



You are not alone
• NCDA&CS International Marketing

• USDA Foreign Agriculture Service

• SBTDC 

• USDA Aphis

• Freight Forwarders

• Existing Exporters

• Your Buyer



Dance with who brought you
• Your best target audience in the buyer you already know

 Inbound missions

 Trade shows

 Trade leads

• That person is also your best source of information

 Labeling

 Competition

 Import requirements



Where not to export
• Am I allowed to export there?

 Phytosanitary requirements

 Import restrictions

• Is it feasible?

 Shelf life

 Labeling restrictions

 Price competition 



Available information
• Trade data 

 Ask NCDA to pull trade stats for your product

• Market information

 Ask NCDA to pull Euromonitor report for you

 Gain reports from USDA

• Look at market projections





Final Thought



Selecting Foreign MarketsChapter 5

▪ Step one: Developing Indicators such as:

▪ Product Specific 

▪ Industry Size (Population, Per capita income, total market)

▪ Market Growth (Avg. annual growth projections of total 
market)

▪ Step two: Converting Data into Comparable Indicators

▪ Step Three: Weighing Each Indicator

▪ Step Four: Analyzing the Results

Analytical Model
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Initial Research Data
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Market Selection Model
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Brazil 0.4 3 1 0.8   3       2 1.6 0.5   0.8 1.6 1 2 0.8 3 2 3.6 2 7 15

Canada 10.0 3 30 6.4   3       19 0.3 0.5   0.1 1.4 1 1 3.4 3 10 -1.2 2 -2 59

China 3.3 3 10 3.8   3       11 10.4 0.5   5.2 10.0 1 10 7.2 3 21 10.0 2 20 78

France 0.5 3 2 6.3   3       19 0.5 0.5   0.3 2.2 1 2 6.0 3 18 0.7 2 1 42

Germany 2.7 3 8 10.0 3       30 0.6 0.5   0.3 3.1 1 3 9.4 3 28 1.3 2 3 72

Japan 2.1 3 6 5.3   3       16 1.0 0.5   0.5 4.4 1 4 9.0 3 27 -2.2 2 -4 50

Italy 0.1 3 0 4.0   3       12 0.5 0.5   0.2 1.7 1 2 2.2 3 7 1.3 2 3 24

India 0.6 3 2 0.8   3       2 10.0 0.5   5.0 2.0 1 2 0.1 3 0 9.7 2 19 31

South Korea 0.7 3 2 2.4   3       7 0.4 0.5   0.2 1.3 1 1 4.8 3 15 1.3 2 3 28

U.K. 3.1 3 9 9.5   3       28 0.5 0.5   0.2 2.3 1 2 10.0 3 30 4.5 2 9 79

U.S. 80.9 3 243 41.2 3       124 2.4 0.5   1.2 16.6 1 17 23.9 3 72 3.0 2 6 462



Final
Market
Ranking

Use this type of model as a discussion tool - not the final 

selection!
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▪ Countries should be described not by borders, but by 

geographical units

▪ What determines these units? 

▪ The flow of 

▪ Investment

▪ Industry

▪ Information Technology

▪ Individual Consumers

Country Versus Market 
Analysis



Going Global: 

Selecting Foreign Markets



Going Global: 

Finding Your International Partners



Legal Aspects of 
International Trade



Trade Finance:
Financial Risk & Methods of 

Payment





Daniel W. Holt

Small Business Administration

704-333-

Dan. Holt@trade.gov





E.R. Distribuidora S. A. 
El Vergel 2209 

Providencia-Santiago 
Fono:341 99 42 
Fax: 434 06 47 

 
Robert Vitale 
President 
Waterwheel Manufacturing 
185 Industrial Park Rd 
Franklin, NC  28734 
 
Dear Mr. Vitale 
 
It was a pleasure to meet with you at the Alternate Power Trade show in Las Vegas last year. 
As we discussed my company is involved in a project to convert algae to Bio Diesel in Puente 
Alto, Chile. 
 
We have reviewed the plans and specifications you have provided and are confident that your 
3-meter Scissor Wheel Paddle Wheel will meet our needs in this project.   
 
Therefore, we request a quotation for 10 each of the 3-meter wheels with attached gear box 
and motor, wired for 220 volts.     We would like this delivered DDP (Puente Alto) This will be 
near the project in Puente Alto. 
 
Terms to be 90 days from delivery via wire transfer.   
 
This project is moving forward quickly, and your prompt attention would be appreciated.   
 
Sincerely: 
 
Jose  
 
  

 
 



Incoterms
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P
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The cover letter

•Identifies the type quotation

•Defines the validity period

•Identifies the time frame for the 
transaction

•What does the customer have to do to 
start the process?

•Explains your credit policy

•Provides instructions to the buyers bank

•What are the trade terms used?

•Identifies attachments 



Robert Vitale

President

Waterwheel Manufacturing

185 Industrial Park Rd

Franklin, NC  28734

E.R. Distribuidora S. A.

El Vergel 2209

Providencia-Santiago

Dear Senior Valdese

We are very pleased to hear from you regarding your interest in our Scissor Wheel Paddle 

Wheels to stir your algae ponds.

Your letter has arrived at a time when we are planning our first sales trip to Chile. We are
planning to be in Chile in the month of December. If you are available any time during
December, we would appreciate the opportunity to visit your site and discuss future
projects concerning the production of Bio-Diesel.

In the meantime, we have enclosed our quotation in the form of a pro forma invoice in
response to your letter.
Please note that our payment terms are confirmed irrevocable letter of credit.

We are not able to accommodate your requirement 90-day terms credit
This is our standard payment term for new international customers.
We will be prepared to extend more favorable terms once we have the opportunity to get
to know each other better.
We have attached our instructions regarding the opening of the letter of credit, which

should be discussed with your bank for their guidance.
We are unable to use the requested DDP Incoterm. We are quoting using the Incoterm CIP
Valparaiso. We will transport the product from our shipping dock in Franklin NC to the port
of Valparaiso. You will be responsible for clearing customs in Chile and in land transport to

your job site.
The trade terms we have used in our quotation are based on Incoterms, 2010 revision. We
would appreciate your confirmation that these trade definitions will be acceptable.

Our quotation is valid for 30 days from the above date. Also, we will be able to ship this
order with in
30 days of the receipt of your purchase order and a letter of credit written in accordance

with the attached instructions. All prices are stated in U. S. dollars.
We look forward to hearing from you regarding the opportunity to meet with you in
December
Meanwhile, if you have any additional questions regarding our product or this question,
please do not hesitate to contact me directly.

Sincerely

Bob



Your letter has arrived at a time 
when we are planning our first 

sales trip to Chile. We are 
planning to be in Chile in the 

month of December.  If you are 
available any time during 

December, we would appreciate 
the opportunity to visit your site 

and discuss future projects 
concerning the production of Bio-

Diesel. 



In the meantime, we have enclosed our
quotation in the form of a pro forma
invoice in response to your letter.
We are not able to accommodate your
requirement 90-day terms credit; however,
we can extend open account terms for 90
days from the date of the shipping invoice.
This is our standard payment term for new
international customers. We have included
in the pro forma a finance charge to cover
the 90 day credit terms.



We are unable to use the
requested DDP Incoterm. We
are quoting using the
Incoterm CIP Valparaiso. We
will transport the product
from our shipping dock in
Franklin NC to the port of
Valparaiso. You will be
responsible for clearing
customs in Chile and in land
transport to your job site.



The trade terms we have used in 
our quotation are based on 
Incoterms, 2010 revision. We would 
appreciate your confirmation that 
these trade definitions will be 
acceptable.

Our quotation is valid for 30 days 
from the above date.  Also, we will 
be able to ship this order with in 30 
days of the receipt of your purchase 
order and a letter of credit written 
in accordance with the attached 
instructions.
All prices are stated in U. S. dollars.



Waterwheel Manufacturing PRO FORMA INVOICE
185 Industrial Park Rd, Franklin NC 28734

Page: 1 of 1

Date:

Date of Expiry:

Invoice #:

Customer ID:

Item/Part # UOM
Unit 

Price
Qty

Sales 

Tax
Line Total

-                  

1 each $7,000.00 10 70,000.00       

Exworks Franklin NC $ 70,000.00   ←

-             

←

-             

inland freight $ 1,142.00     ←

Insurance $ 532.00        ←

Ocean Shipment $ 2,704.00     ←

Finance Fee $ 1,547.00     ←

Forwarding fees $ 235.00        ←

CIF Valparaiso $ 76,160.00   

El Vergel 2209

August 20, 2018

Special Notes, Terms of Sale

Tel:  Fax:  E-mail: info@yourcompanysite.com Web: WWW.waterwheelfactory.com

Bill To:

E. R. Distribuidora, S. A. 

Ship To:

341 99 42

Providencia-Santiago, Chile

TBD

P.O. #:

Transportation Terms:P.O. Date:

Shipment Information

Letter of Credit #:

Est. Net Weight:open account- 90 days from invoicePayment Terms:

U. S DollarsCurrency:

2,177.20 Kilograms

Mode of Transportation:

Carrier:20-Sep-18Est. Ship Date: Hapag-Lloyd

Port of Embarkation:

8479.82.0080schedule B number

Additional Information for Customs

AWB/BL #:U. S. A..Country of Origin:

Port Valparaiso, ChilePort of Discharge:

Est. Gross Weight: 2,494.80 Kilograms

10

CIP 

Ocean

Number of Packages:

each box  3 meters by 1 meter by 1 meter.  Gross weight of each box 249.49 kilograms

Scissor Wheel Paddle Wheels with 220 wired motors and gear boxes installed

net weight of each box 217.48 Kilograms

Description

Accepted by:_____________________________________ date________

To accept this quote as in, sign below and send an signed P. O.

This quote is valid for 30 days.

185 Industrial Park Rd, Franklin , NC, 28734

Should you have any enquiries concerning this invoice, please contact Robert Vitale on 0-000-000-0000

All bank fees out side the U. S. are for the account of the buyer

Invoice is the same date as shipping date.

payment terms are open account.  Due 90 day from invoice date.

I declare that the information mentioned above is true and correct to the best of my knowledge.                           

DateXXXXXXXXXXXXX

© 2013 Spreadsheet123 LTD All rights reserved



Banking



Types of Banks

•Retail banks are probably the banks you’re most 
familiar with: Your checking and savings accounts 
are held at a retail bank, which focuses 
on consumers (or the general public) as customers. 
These banks give you credit cards, offer loans, and 
they’re the ones with numerous branch locations 
in populated areas.

https://www.thebalance.com/what-is-a-retail-bank-315209


Commercial banks

• focus on business customers. Businesses need checking and savings accounts just 
like individuals do. But they also need more complex services, and the dollar 
amounts (or the number of transactions) can be much larger. They might need to 
accept payments from customers, rely heavily on lines of credit to manage cash 
flow, and they might use letters of credit to do business overseas.

https://www.thebalance.com/what-is-a-commercial-bank-315196
https://www.thebalance.com/how-a-line-of-credit-works-315642
https://www.thebalance.com/how-letters-of-credit-work-315201


Know Your Bank’s Lending 
Practices

•The character of your Business – the 
credit report

•Your ability to run the business – the 
business plan

•What do you bring to the table – equity

• What do you need to borrow – cash flow



Determining Credit  Worthiness of Potential Borrower

• Character (Management strength and expertise) 

evaluates a borrower's reputation

•Capacity - measures a borrower's ability to repay a 

loan by comparing cash flow against recurring debts 

(Defines what they do, how will lender get paid, walk 

through a transaction)

•Capital - is what the borrower puts toward a potential 

investment – the larger contributions by the borrower the 

less likely the chance of default

•Collateral - such as property or fixed assets, secures 

the loan

Conditions - of the loan, the interest rate and 

repayment structure, will influence the loan decision to 

finance the borrower 

Sometimes there is a sixth:

•Commitment – do owners have the will to succeed 

and a deep personal commitment – emotionally and 

financially – to the success of the business



Have a Business Plan

•A brief history of your business

•An export marketing plan

•Export Administration plan

•Export Finance Plan

•How will you be paid?



Business Plan Goals

Demonstrate that your
business has chances
for growth and that the
time the banker must
put into your business
makes economic sense
for the banker (and his
shareholders!) as well.



•Take your 
business and 
personal 
financial 
statements



Trade Finance:
Financial Risk & Methods of 

Payment



Who Can Help?



Export Partners

 Economic Development 
Partnership of North Carolina 

(EDPNC)

 U.S. Commercial Service



Export Partners

 Small Business & Technology 

Development Center

 U.S. Small Business Administration



Export Partners

 Southern US Trade Association

 Market Access Program

 50% Cost Share

 Ag Trade Promotion Program

 USDA Foreign Agricultural Service

 U.S. Embassies abroad



NC Port Authority: Wilmington

 Recent berth widening to accommodate larger container 

vessels

 Awaiting the arrival of their 3rd neo-Panamax crane to 

efficiently operate the largest ships calling the East Coast.

 Cold storage facility



Export Partners

 N.C. District Export Council

 N.C. Department of Agriculture & 

Consumer Services 



Who Can Help?



THANK YOU


